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Lossett and Williams: What People Are Writing About

what people are writing about

BOOKS

Processing Securities Transac
tions by H. V. Petrillo, CPA, and
L. Bullock, CPA, The Ronald
Press Company, New York, 1969,
294 pages, $12.

The well publicized back office
problems of the stock brokerage
firms have made them prime can
didates for the services of data
processing consultants. This guide
to brokerage paper work is almost
detailed enough to provide the
basis for a manual of operating
procedures.

A great deal has been written
about information systems for busi
ness. But most of this material as
sumes that the business involved is
a manufacturer—or sometimes a re
tailer or wholesaler. None of it is
directly applicable to the broker
age business, which is unique in
its data processing requirements.
In this book, which may be, as
the publisher claims, the only one
of its kind, two partners of Has
kins &
have put together a
comprehensive description of the
administrative procedures of brok
erage firms. Their focus is not on
accounting—although one chapter
is devoted to that subject—but
rather on transactions and the ef

fort required to record them and
report them to customers, man
agement, banks, other brokers, etc.
The book describes the activities
and organization structure of a
typical brokerage and then ex
plains the work of each back office
department—wire and order, pur
chases and sales, margin, cashier,
stock record, dividend, customer
bookkeeping, control and auditing,
and service departments. There
also are chapters on transactions
involving clearing corporations and
clearing brokers; firm trading; un
derwriting; and commodities trad
ing. Manual, mechanical, and elec
tronic methods of handling trans
actions are discussed.

REVIEW EDITORS

In order to assure comprehensive coverage
magazine
articles dealing with management subjects, Management
Services has arranged with fifteen universities offering the
Ph.D. degree in accounting to have leading magazines
the field reviewed on a continuing basis by Ph.D. candi
dates under the guidance of the educators listed, who
serve as the review board for this department of Manage
ment Services. Unsigned reviews have been written by
members of the magazine’s staff.

Jim
Ashburne, The University of Texas, Austin
Thomas J. urns, The Ohio State University, Columbus
Leonard A. Doyle, University of California, Berkeley
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Ernest I. Hanson, University of Wisconsin, Madison
Dale S. Harwood Jr., University of Oregon, Eugene
Walter B. M
University of Southern California, Los
Angeles

Herbert E. Miller, Michigan State University, East
Lansing

John H. Myers, Indiana University, Bloomington
Carl L. Nelson, Columbia University, New York
George Prater University of Washington, Seattle
Lawrence evsine University of Illinois, Urbana
Michael chiff, New York University, New York
Willard E. Stone University of Florida, Gainesville
ufus Wixon University of Pennsylvania, Philadelphia
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The text is illustrated by 42
sample forms, records, statements,
and flow charts, which for some
reason are repeated in an appen
dix. Other appendixes provide a
set of sample journal entries show
ing the effect of various typical
transactions on the general ac
counts and subsidiary records and
an index to regulatory require
ments.
The result is a manual that un
questionably will be of great value
to brokerages and their consult
ants.

in Management

The

by R. I. Thicker, B. T. Batsford
Ltd., London, England, 1967, 423
pages, 84 shillings ($10.08).

In Britain, as in the United
States, the role of the accountant
in management is changing rap
idly, and there, as here, many ac
countants are ill prepared for their
new responsibilities. Mr. Tricker
offers them some orientation.
lengthy discussion with man
agers about their ideas on account
ing and their opinions of account
ants is, Mr. Tricker writes, “prob
ably the most shattering experience
that can befall an accountant, ex
cept perhaps publishing a balance
sheet that does not balance.” It
was this experience, he says, that
inspired him to try “to draw to
gether some of the aspects of evolv
ing management science, informa
tion technology, and behavioural
science and to apply them to a con
ceptual model of the business, then
to see where the man trained in
traditional accountancy fitted in.”
Mr. Tricker’s thesis, familiar by
now to every American accountant,
is summarized in the book’s con
cluding paragraph as follows:
“The accountant in tomorrow’s
management may well be more
manager than accountant, with an
awareness of a wide spectrum of
concepts, methods, and techniques.
His orientation will not be histori
cal, cautious, and narrow. . . . He

will be a man in the forefront of
change ... a man at home in the
information era.”
Mr. Tricker sees three major
tasks for the management account
ant: the provision of appropriate
information for managers’ deci
sions, the management of funds
flow, and participation in the man
agement process. To carry out
these tasks the accountant will
need to be familiar with behavioral
science, computers, and quantita
tive methods, he says.
Every American accountant,
course, has read this a dozen times
by now. Mr. Tricker’s version of
the standard sermon differs from
the ones published in the United
States in two significant respects.
The first is his style. Mr. Tricker
writes clearly, forcefully, and
gracefully in a manner singularly
free of redundancy, pretentious
ness, and gobbledegook (or, as he
calls it, mumbo-jumbo).
The second is his content. In ad
dition to exhorting the accountant
to higher things, Mr. Tricker
chooses to offer what amounts to
a short course in management. He
started, he says, not by asking the
question, “What can the account
ant offer business?” but by inquir
ing, “What does the business
need?” Thus, instead of simply
listing the things that the account
ant will need to know and do in
the future, he first analyzes in some
detail what it is that managers
know and do. The object is to
sketch a “framework that . . . will
be meaningful and useful to the
accountant in rethinking his role.”
None of this is new. (As Mr.
Tricker writes in his preface, “I
make no claims to be pushing back
the frontiers of knowledge. ... I
see my role as urging the settlers
to move into and capitalise on the
areas being discovered.”) But it
has seldom been so well put.

Management of Organizational
Behavior: Utilizing Human Re
sources by Paul Hersey and Ken
neth

H. Blanchard, 1969, Pren
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tice-Hall, Inc., Englewood Cliffs,
New Jersey, 147 pages, $6.95 cloth
bound,
paperbound.
The results of the various studies
that have been conducted on the
behavior of people in organizations
are ably summarized in this little
volume. If it doesn’t add up to
much that is really helpful in man
agement, that is hardly the fault
of the authors.

Social science is a major vehicle
by which management theorists
have sought to provide “principles”
of management. (Management, in
this case, is defined as “working
with and through individuals and
groups to accomplish organiza
tional goals.”)
Skill in working with and through
other people is the common de
nominator that is crucial to success
at all levels of management, ac
cording to these authors. “To help
the manager understand why peo
ple behave
they do and to in
crease his effectiveness in predict
ing future behavior, directing,
changing, and controlling behav
ior,” Professors Hersey and Blan
chard have attempted to integrate
all the findings of the social sci
ences into a “conceptual frame
work” that the reader can apply
while working with people in his
own environment.
The emphasis is on motivation,
behavior, and leadership within or
ganizational settings. All the major
studies—from Hawthorne on—and
all the major theories—X versus Y,
the Managerial Grid, Tri-Dimen
sional Leader Effectiveness, etc.—
are covered. (The bibliography is
21 pages long.)
This is material with which
everyone involved in management
should be familiar—although the
precision-minded accountant will
probably be impatient with it.
These authors’ account clearly
shows (although it does not em
phasize) the obviousness or incon
clusiveness of much of this re
search. This version, clear, concise,
and relatively free of sociological
jargon, is a good summary of it.
59
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Among the many books written
In these circumstances, Mr. En
on this subject this one is unusual
ger points out, much tighter con
for its effort to guide the executive
trol procedures are needed than
who orders the report as well as
have
been
typical
in
the
past.
He
American Management Associa
deals
with
three
major
problem
the man who must prepare it.
tion, New York, 1969, 255 pages,

areas in detail: the need for com
$10.50.
prehensive error detection, audit,
The title of this books, says Mr.
and security procedures; the need
Gallagher, is deliberately ambigu
Computer systems are becoming
for improved standards of soft
ous. It is intended to suggest that
more costly and complex; they are
ware performance and dependabil
the
book is designed “not only for
becoming more and more crucial in
ity; and the need for greater hard
those
who submit reports to vari
everyday business operations; and
ware reliability with less down
ous levels and types of manage
the effort to provide industrywide
time. His treatment of the first
ment but also for managers who
performance standards is merely
category is much more concrete
write, review, or only request re
inching along. All this, the author
and less mechanical than the typi
ports.
”
argues, means that management
cal review of computer control
This second group, the author
must exercise tighter control to
techniques for auditors and should
points out, “has been sadly neg
make sure these systems really
be of considerable value to CPAs.
lected.” For them, the book “fixes
work.
He also discusses the quality of
their place in the system, points
manufacturer support, manage
out their responsibilities, and offers
Tales of horrible goofs by com
ment’s responsibility in systems im
guidelines for effective interaction
puters are probably less common,
plementation, and the impact of
with those who prepare reports.”
in proportion to the number of
the approaching fourth generation
Another useful chapter—this time
computers in operation, than they
of computers on management in
from the report writer’s point of
used to be in the early days of
formation systems design.
view—deals with planning the re
electronic data processing. But
Nearly every chapter ends with
search, collecting the information,
they are not as funny as they used
a checklist. There are checklists
analyzing the information, and
to be.
for management information sys
reaching conclusions. From then
The standard stories of checks
tem design (objectives versus per
on, the material is conventionalwith a few extra digits and dun
formance); system controls (for
organizing the report, writing, re
ning letters for nonexistent bills
error detection, audit, and secur
vising, conciseness, clarity, gram
pale into insignificance beside some
ity); software selection; hardware
mar, style, and publication me
of the examples of computer fail
reliability; evaluation of vendor
chanics.
ure Mr. Enger cites in this book:
support; and management respon
Since the author’s principal ex
the seven-figure loss that had to be
sibility in the design of manage
perience has been with Arthur D.
written off when a computer mis
ment information systems.
Little, Inc., the book is slanted
applied cash payments and scram
This book has its weaknesses.
toward the kind of semitechnical
bled millions of dollars’ worth of
Some of the checklists deal with
business research reports that that
accounts receivable records; the
subjects not really suited to the
firm specializes in. As all books on
food wholesaler that sued a com
checklist format, and none of the
this subject should be—though they
puter manufacturer for $53,000
checklists is
detailed as the ac
aren’t always—this one is well writ
after the machine completely lost
countant would probably like. Mr.
ten—clear, well organized, highly
track of orders and inventory; the
Enger is somewhat vague about
readable, and generously illustrat
aircraft manufacturer that became
which management he is assigning
ed with horrible examples drawn
liable for millions of dollars in pen
responsibilities to; sometimes it
from the author’s own experience.
alties for contract completion de
seems to be general management
lays when its computer simply
and sometimes the manager of the
stopped running for several days.
data processing group. On the
The reason, of course, is that the
whole, however, this is a useful
Briefly listed
computer is now coming into its
book for the consultant, auditor, or
own. No longer used just to speed
business executive.
Man and the Computer: Tech
up isolated clerical operations, it
nology as an Agent of Social
is becoming the key element in
Change by John Diebold, Fred
massive information systems that
erick A. Praeger, New York, 1969,
reach into every comer of a com
153 pages, $5.95.
Report Writing for Management
pany’s business. This means that
by William J. Gallagher, Addi
a failure of hardware, software, or
This collection of updated versions
control conceivably could be seri
son-Wesley Publishing Company,
of four speeches and one article
ous enough to wreck an entire
Inc., Reading, Massachusetts, 1969,
deals with the technological revo
company.
216 pages, $6.50.

Putting MIS to Work: Managing
the Management Information
System by Norman L. Enger,

Published
by eGrove, 1969
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per dollar spent), more decentral
national, and international stan
lution and its future effects, the
ized (to the lowest possible level),
dards bodies” — are followed by
technological gap between Europe
and more integrated (with con
and the United States, manage
brief essays providing additional
tinuous exercise of planning and
ment education for the computer
background information in the sub

control by the same person or per
age, and the effect of the computer
ject area of the definition and by
sons ).
on educational methods. The lastcross references directing attention
In an effort to improve the R&D
named chapter is the most specific.
to other closely related concepts.
control process in the organic re
In general, the approach is more
The author, who is deputy chief of
search and development labora
philosophical than informative.
the data management division of
tories of Monsanto Company, the
the
S. Army Research Office,
author studied current and com
Technological Forecasting and
is chairman of the subcommittee
pleted projects. He found that the
Long-Range Planning by Dr.
on terminology and glossary of the
“eventual failure or success of a
Robert U. Ayres, McGraw-Hill
committee on computers and in
research project was in no way
formation processing of the United
Book Company, New
1969,
related to the total dollars spent
237 pages, $12.50.
States of America Standards Insti
on it. Nor was the eventual fail
tute.
ure
or success correlated with
This book discusses the advantages
whether
or not the project was
and disadvantages of various meth
over
or
under
its budget at various
ods of forecasting future trends
stages
in
its
life
cycle. What ap
and specific developments in vari
MAGAZINES
peared
to
be
more
important was
ous areas of technology—extrapo
the
amount
of
progress
per dollar
lation, model building, and intui
Cost/Progress — A
for
spent.”
tion—and suggests how to use the
Operational Planning by Wil
So he developed a system for
results in planning. Although the
liam E. Souder, Managerial Plan
reporting
progress in terms of the
book is peppered with mathemat
ning (formerly Budgeting), Janu
component
steps in the project
ics, much of it is intelligible to the
ary-February, 1969.
that have been completed to date
nonmathematician.
as well as the money spent. In es
Failure rates of 50 per cent or
sence,
the system calls for prepa
How to Run a Conference by
more are not uncommon in indu
ration
of PERT-like diagrams of
M
Bieber, George Allen &
strial research and development
the
jobs
to be completed in the
Unwin Ltd., London, 1968, 124
laboratories. While not denying
course
of
a project (events or
pages, 21 shillings ($2.52).
that R&D work is uncertain by its
“
nodes
”
on
the
diagram), the dates
very nature, this author puts much
forecast
for
their
completion, and
This handbook is intended as a
of the blame on lack of managerial
the
forecast
spending
on a time
guide for anyone who may be
control. He outlines a control sys
continuum.
Results
are
reported
called upon to organize a confer
tem that can help administrators
by computer.
ence, seminar, or study group. Top
spot potential failures early.
The system, which is described
ics discussed include the confer
in
some detail in the article, is
ence budget, planning, transporta
Research and development ad
self-operating;
project leaders pre
tion and accommodations, physical
ministrators typically control their
pare
their
own
diagrams, with
facilities, translation, public rela
departments by means of budgets
help
from
a
staff
analyst,
and fill
tions, and records.
—comparing actual dollars spent
out
their
own
monthly
report
data
with budgeted dollars—or personal
forms.
Standard Dictionary of Comput
involvement—“just talking to peo
Now in operation throughout
ers and Information Processing
ple on the project and knowing
the
department, the system is
by Martin H. Weik, Hayden Book
what is going on”—or a combina
working
well, Mr. Souder reports.
Company, Inc., New York, 1969,
tion of the two methods.
He
says
the
project managers like
336 pages, $10.95.
Actually,
Mr. Souder points
it
because
it
gives them cost-ef
out, neither is satisfactory. The
fectiveness
measures
and because
More than 10,000 hardware and
rate at which money is being spent
it
allows
them
to
determine
the
software terms in general use in
on a project means nothing with
causes
of
overruns
early
enough
the data processing field are de
out some measure of the progress
to take corrective action.
fined in this reference book, actu
that is being made. And personal
ally a sort of cross between a dic
tionary and an encyclopedia. The
formal definitions—all, according
to the author, “consistent with the
best professional usage approved
by technical society, government,

involvement often degenerates into
authoritarianism at one extreme or
laissez-faire at the other.
What is needed, Mr. Souder ar
gues, is an approach that is more
quantitative (in terms of progress
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A New Application of Calculus
and
Analysis to Cost-Vol
ume Profit Changes by Thomas
61 4
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dent. Where the discrete case leads
cases are not considered, alterna
A. Morrison and Eugene Kaczka,
an increase in profits, the new
tives are restricted, and the deci
The Accounting Review, April,
approach gives that combination
sion maker faces the likelihood that
1969.
which maximizes profits.
a combination which would pro

In those situations where the
duce greater profits has been fore
Calculus and risk measurement
to are increasingly being used in the
percentage change in volume to
gone.
the percentage change in price is
The traditional approach may
solution of business problems. The
not constant over the range of price
also be misleading. For a selected
authors suggest an approach to
changes, the points of change must
price-volume relationship the tra
cost-volume-profit analysis integrat
be determined and the correspond
ditional approach may indicate
ing calculus and risk measurement
ing
percentage relationship substi
that
a
continued
price
increase
is
in such a way that the most profit
tuted
in the formula for the price
warranted. This is a false interpre
able combination of changes may
change
considered. The decision
tation of the relationship involved.
be selected.
maker may then select the highest
The authors present data to con
profit combination of the several
firm the position that the contri
All companies face pricing deci
percentage relationships assumed.
bution margin per unit is not a
sions. Profit may be increased by
For price decreases the equation
constant and that beyond a spe
appropriate changes in price, cost,
is only slightly different, and the
cified point further increases in
or volume. The decision maker is
authors present the derivation of
price will result in declining profits.
faced with the selection of that
the optimal formula in this situa
combination of price, cost, and vol
tion and proceed with an illustra
ume which yields the greatest con
Calculus approach
tion of the selection of the optimal
tribution to profits. His selection
price
decrease to maximize profits.
process is complicated by the fact
The beauty of the use of calcu
Price
changes are only one way
that these variables are interde
lus is that it allows the decision
of
affecting
the volume of sales
pendent; an increase in price leads
maker to find points of minimum
and
profit.
Increases
in variable
to a decrease in volume, a decrease
cost and maximum revenue and,
costs
which
lead
to
increases
in
in price to an increase in volume.
in this case, the price-cost-volume
product quality also lead to in
Changes in cost that affect quality
combination for maximum profits.
creased volume. In this case the
also affect sales volume.
The calculus approach is first ap
decision maker is faced with that
Professors Morrison and Kaczka
plied by the authors to a situation
combination of percentage change
suggest a new approach that en
in which a price increase is to be
in variable cost which leads to the
ables the decision maker to select
made. The question is: What is
percentage change in volume such
the maximum profit combination.
the optimal percentage increase in
that profit is maximum. Again the
The approach can also be applied
price required to produce the max
authors
develop the equation ex
to determine: (1) the indifference
imum contribution to profits for a
pressing
the relationship involved
points for each change in price or
given relationship between price
and
derive
the formula for prof
cost, (2) the added profit, (3) the
and volume?
it
maximization.
The appropriate
optimal product mix, and (4) the
Cost-volume relationships are de
formula
for
a
decrease
in cost is
opportunity cost of not having the
veloped in simple equation form,
also
indicated.
Numerical
exam
capacity to produce the volume
and calculus is employed to de
ples
are
presented
to
illustrate
the
required for maximum profits.
termine the optimum formula. The
methodology.
analysis leads to the conclusion
that only the following relation
Traditional method
ships need to be considered:
Incorporation of risk
The authors suggest that the tra
(1) The original contribution
ditional method of cost-volumeTo this point the authors have
percentage
profit analysis is limited and may
considered the percentage change
(2) The percentage in volume
be misleading in certain cases. The
in volume as given, a relationship
for each change in price
traditional analysis employed by
determined from experience and
(3) (Only if the relationship
the businessman is to examine sev
settled upon for the analysis. In
changes) the point at which the
eral discrete cases for either price
the real world such an exact knowl
change occurs and the Y axis in
volume changes or cost-volume
edge of the volume behavior is
tercept of the line expressing the
changes and select that combina
unlikely. This means that the de
new relationship.
tion which leads to the highest
cision maker is uncertain about the
profits. The method is appropriate
change in volume for any change
for the selection of the most fa
The authors proceed to develop
in either price or cost, and this
vorable alternative, but what of
numerical examples to illustrate
uncertainty should be taken into
the almost infinite number of cases
the model. The improvement over
consideration in the analysis. The
not considered? To the extent that
the traditional discrete case is evi
authors suggest that an approxi
Published
by eGrove, 1969
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mation for the error in estimate
can be made through the appli
cation of classical statistics. The
standard error of the estimate is
given by a normal distribution
with a mean of zero and a stan
dard deviation of σ. Risk theory is
integrated into the previous formu
lation and a probalistic model de
veloped. By algebraic manipulation
of the probalistic model the deci
sion maker may determine not only
the maximum profit but also the
probability of the profit’s being
equal to, less than, or more than
that which the firm now enjoys.
R. D. Lossett
University of Southern California

Computerized Financial Data
Banks: Transition from Concep
tual Design to Reality by Mi
asasTyran
R.
a , Management Ac

counting, September, 1968.
l

The computerized “data bank”
Executivesto be the

is generally conceded
key to the integrated management
information system. This author
describes the system now being
developed in his company.

Too many companies, Mr. Tyran
points out, are utilizing third gen
eration computer equipment sim
ply by “emulating” programs from
their old computers. Since many
of those programs, in their turn,
were little more than electronic
translations of earlier manual or
mechanical procedures, these com
panies are falling farther and far
ther behind in reaching what
should be their goal—to get full
mileage from sophisticated equip
ment in “harnessing,” interpreting,
and controlling their financial and
operating data.
The data processing system that
is now being developed at the Po
mona Division of General Dynam
ics Corporation is based on the
data bank concept. (This author
defines a data bank as “a prede
termined file record location which
serves
a depository for infor
mation.”)

The data bank concept of stor
age and integration of financial in
formation is not new in theory,
Mr. Tyran notes, but its “mechani
cal application and practice is still
a challenging endeavor.” To util
ize it, he says, the systems de
signers must find answers to the
following questions:
How can the flow of data into
the computer files be accelerated?
What compressed identities could
be more effectively used in the
input process?
What controls are necessary to
police the reliability of data from
source of input to eventual output?
How can multi-file updates and
program streamlining be used to
reduce processing?
How should manual data proc
essing be integrated with the me
chanical operation?

What is required to establish
a
complete network for mechanical
information flow that will perform
the accumulating, recording, up
dating, summarizing, and report
ing of data without continual phys
ical surveillance?
How should data be organized
in the storage files for instant and
specific retrievals?
In this article Mr. Tyran out
lines the basic criteria that his di
vision has found essential for eval
uating answers to these questions.

How to Spot
Early by
Robert C. Albrook, Fortune, July,
1968.
Three big companies think they
have found
way to pick young
men of high potential. It seems to
work—but you have to know what
to look for.

How do you find the young man
of high potential and start him on
the managerial ladder before his
ambition sours and his talents fade?
Three major U.S. enterprises—the
Bell Telephone System, Sears, Roe
buck and Company, and Humble
Oil and Refining Company—believe
they have found effective answers

September-October, 1969
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to that question. Humble Oil and
Refining, in addition to probing
the managerial candidate’s school
and other activities, also gives its
successful and less successful man
agers a biographical quiz in order
to determine the types of histories
most conducive to success within
the Humble organization. Sears and
Bell, on the other hand, rely heav
ily on the performance of potential
executives during realistic manage
ment games.

Success claimed
To date, Sears, Bell, and Hum
ble all claim outstanding success
with their programs. The Sears pro
gram was begun in the East, but
all sections of the country are now
considering its adoption. The use
of Bell’s techniques has spread to
fifteen of the operating companies
and has resulted in a reported im
provement in the caliber of super
visors. Humble’s success is evi
denced by Standard Oil of New
Jersey’s encouraging its other op
erating companies to adopt the
same methods.

Bell’s techniques
The Bell System is probably en
gaging in the nation’s largest man
hunt for managerial talent. Through
sixty “assessment centers” located
throughout the country, 30,000 Bell
System employees have been tested
thus far, and about 10,000 are test
ed annually. One of Bell’s favorite
management games is the “in-bas
ket” exercise. The performance of
the employee is observed and ap
praised
he copes with a stack of
memos, correspondence, requests,
and reports and decides upon the
course of action to take in each
instance.
In another Bell System game a
group of employees is asked to
manage a make-believe toy com
pany. The assessors, by observing
reactions to changes in costs and
prices every twenty minutes, are
able to evaluate an employee’s
ability to lead, organize, compete,
and cooperate. Following comple

63
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feel this is the company’s way
tion of the games, each of the as
ensuring the perpetuation of its
sessors rates each participant on
present
philosophy. This is not so,
twenty different personal and be
HELP WANTED
says Humble. Since people have
havioral characteristics and reports
CORPORATE MGR. SYSTEMS & D.P.
—$35,000. Retail, chain and mail order ex
had varying opportunities to dis
on his rank and effectiveness within
perience. All fees paid by management. Send
of
play motivation and to exercise
resume in confidence to Don Kaye, Presi
the group. Finally, all results are
dent Executive Search Div. Columbia
their leadership qualities, this is a
tallied and each man rated “more
Agency, 342 Madison Ave., New York,
N.Y. 10017.
way of ensuring that each indi
than acceptable,” “acceptable,” “less
SYSTEMS CONSULTANTS $15/25,000.
vidual is measured according to his
than acceptable,” or “unacceptable.”
Generalist and EDP Specialist. All fees paid
potential rather than according to
by management. Send resume in confidence
The rating is then passed to  the
to Don Kaye, President Executive Search
his experiences.
employee’s supervisor. It is not
Div.
Agency, 342
Ave.
New York,
binding, however.
SYSTEMS ANALYSTS — $18/25,000. In
While Bell’s cost may seem high
stall 360/30/40 System.
fees paid by
Employees helped
management. Send resume in confidence to
(about $400 per candidate), the
Don Kaye, President Executive Search Div.
Columbia Agency, 342 Madison Ave. New
results are impressive. The propor
The testing programs at Sears,
York, N.Y.
tion of managers rated successful
Bell, and Humble provide rewards
SYSTEMS CONSULTANTS $15/20,000.
in their new jobs as predicted by
Software and D.P. Consulting firms. All fees
for the employee as well as the
paid
by management. Send resume in con
the new assessment techniques is
company. In no case are test re
fidence to Don
President Executive
Search Div. Columbia Agency, 342 Madi
from 13 to 50 per cent higher than
sults allowed to overwhelm man
son Ave., New York,
the proportion of successes without
agement’s decision about a man.
assessment.
Instead, their purpose is to pro
vide additional useful information.
At Humble, half of the men scor
Sears' approach
ing in the highest ten per cent had
for
not been with the company long
Sears, Roebuck prefers to assess
Accounting and Finance Training
enough for an adequate opinion to
the individual before he is hired
for Large Consulting Firm
be rendered in the traditional man
rather than after. Sears officials
ner. As a result of their high test
hope to reduce turnover among
Well known ational consulting firm seeks
management accounting/financial control
scores, management regards them
their college trainees (42 per cent
professional for its management develop
as
men
of
exceptional
promise
and
within five years).
ment and training staff. The man we
is watching them with close atten
seek will participate
course develop
Sears has recently opened an as
ment and planning and co-ordinate and
tion.
sessment center in Philadelphia.
direct training programs which may vary
Before the center was opened, all
in length from one day to two weeks,
well as instruct a number of class ses
candidates selected by campus re
sions. We prefer an MBA with some ex
Imitators cautioned
cruiters were offered jobs. Now,
perience
management accounting/finan
cial control and teaching, but we will
only two of every five finally go
Even though Sears, Bell, and
consider anyone who can prove to us
with the company. Sears’ success
Humble regard their programs as
that
can do the job. Someone who en
teaching and course development but
is credited not only to the tests
very successful, would-be imitators
desires a stimulating environment and
given but also to management’s
are to be cautioned. The key to a
involvement with the real world will find
an exceptional opportunity. This po
straight talk with regard to fre
successful testing technique is a
sition also offers an excellent opportunity
quent transfers and “those lousy
homegrown system tailored to an
for professional growth, greater income,
and management responsibility. Starting
hours.”
individual company’s needs. As one
salary depends upon ability
perform,
executive states, “Any company that
but would probably
$16-22,000
range.
tried to adopt our program all by
Humble’s program
itself would almost surely be dis
BOX 497
The heart of Humble’s program
appointed. It’s worked for us be
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SERVICES
is a biographical quiz designed to
cause we don’t have to take it too
provide clues to managerial poten
seriously when the test results look
tial by analyzing the candidate’s
wrong. We still put our main em
MISCELLANY
early behavior. In order to estab
phasis on performance. Testing just
EASY
ON
THE MIND is the good feel
lish a norm against which the po
improves the odds of picking the
ing you
after you freely
happily
decide
who
will
inherit your possessions. A
tential candidate can be compared,
right men to begin with.” The suc
handy estate-planning checklist is available
Humble gives these same tests to
FREE from The Claretians, Room 100, 221
cess of any managerial testing pro
West Madison Street, Chicago, Illinois 60606.
its present managers and correlates
gram must be judged on the basis
the results of the tests given the
of performance in the real world
RATES: Help Wanted, Professional Oppor
tunities and Miscellany 50 cents a word,
managers with the results for man
rather than under laboratory con
Situations Wanted 30 cents a word. Box
agerial candidates.
number, when used, is two words. Classi
ditions.
fied advertisements are payable in advance.
For some, biographical testing
A. W. Williams
Closing date, 5th of month preceding
of
issue. Address for replies: Box number. Man
creates a misunderstanding. They
University of Southern California
agement Services, 666 Fifth Ave., N.Y. 10019
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